The internationalization process in exporting firms has been a primary area of interest in many studies of export behavior (e.g., Cavusgil 1984; Czinkota and The primary focus in this paper, therefore, is to explore a number of potential differences between sporadic and regular exporters and then evaluate the implications of these differences. Along with general characteristics, such as firm size and extent of export activity, the major areas of interest examined are export marketing and information gathering policies and perceived need for export assistance.
THE EXPORT DEVELOPMENT PROCESS
Although much of the export literature is characterized by inconsistent and sometimes contradictory findings (Bilkey 1978; Miesenbock 1988) , there has been some degree of consensus regarding the nature of export development (Thomas and Arayo 1985) . The (Carlson 1975; Johanson and Wiedersheim-Paul 1975) . A central idea is the &dquo;establishment chain,&dquo; a conceptualization of the development of overseas operations in terms of mode of foreign market entry. Thus firms are seen to develop through the stages of &dquo;no regular export, export using an agent, export with a sales subsidiary, and overseas production&dquo; (Johanson and Vahlne 1977) .
The level of export activity was used by Pavord and Bogart (1975) Czinkota and Johnston (1981) (Giddy 1978; Hedlund and Kvemeland 1985 Thomas and Araujo 1985) . Given this consensus, the thrust in this study is to focus on other differences between sporadic and regular exporters.
Initially, attention is focused on the proportion of sales accounted for by exports, export volume, the size of the firm, the size of average export orders, and the length of time the firm has been in business. The Table 5 ). In accordance with our hypothesis sporadic exporters' they were expected to value secondary sources more than regular exporters. As shown in Table 5 , sporadic exporters do consider sources listed in Table 5 (Churchill 1987 
